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Product Vision & Value
Proposition

AcousticSight: Live Audience Engagement Tracker converts the subtle hum of a

room into a symphony of actionable data, ensuring every word resonates.

The vision is to transform passive observation into objective, quantitative

intelligence for dynamic communication, providing speakers with a 'Sixth

Sense' to maximize audience retention.

Unique Selling Points (USP):

Real-time feedback loops delivered via a discreet speaker-facing dashboard

for instantaneous content adjustments.

Unobtrusive, tripod-mounted setup (leveraging tri-microphone arrays and

computer vision) minimizing event disruption.

Quantitative ROI measurement for high-stakes training and corporate events,

moving beyond unreliable subjective feedback forms.

Integration of acoustic sentiment analysis with visual attention tracking for

holistic, highly accurate engagement metrics.
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Consumer & Market Impact

AcousticSight solves critical pain points for diverse user personas:

The Corporate Learning & Development (L&D) Manager: Cannot

objectively measure the effectiveness or engagement levels of expensive

internal training programs.

The Professional Keynote Speaker: Relies solely on visual cues and instinct;

struggles to tell if complex topics are landing with a large or diverse

audience.

The Conference Venue Operator/AV Team: Needs objective data to upsell

premium event services and validate room layout/acoustics quality.

Early Benefiting Sectors: Enterprise clients (internal training optimization), high-

stakes financial/medical conferences, and professional speaking circuits seeking

quantitative validation.

Testimonial-Style Quotes:

“Finally, we have objective ROI data. This turns a subjective training review into

a hard business metric.” — L&D Manager

“It's like having a co-pilot for my presentation. I can feel the energy of the

room, and AcousticSight confirms exactly where and when I need to pivot.” —

Keynote Speaker

“This tool helps us validate our room acoustics and technical setup. It feels like

something from the future of event management.” — Venue Operator
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Feasibility Assessment

Technological Readiness Level (TRL): 4

Stage: Component validation in a lab environment.

Why: Core components (AI/ML for audio processing, computer vision for

attention tracking) are proven concepts. However, the specialized integration of

the custom tri-microphone array and the specific correlation algorithms have

only been tested successfully in controlled laboratory settings.

Next Stage (TRL 5): Component validation in a relevant environment. This

requires integrating the sensor array into a deployable hardware unit and

testing its functionality in a real, moderately sized auditorium setting.

Business Readiness Level (BRL): 3

Stage: Business concept validated and IP identified.

Why: The demand for objective engagement data is confirmed by initial market

discussions. Preliminary cost models and pricing strategies are being explored.

However, the final commercial model (SaaS vs. lease) requires field testing.

Next Stage (BRL 4): Key assumptions validated. This involves finalizing the MVP

feature set and securing pilot agreements with 2-3 early adopter clients to

validate pricing, deployment ease, and user experience in a real-world scenario.
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Prototyping & Testing Roadmap

Outline a phased, actionable roadmap to evolve from concept to reality:

Phase 1 (MVP Development – 4 Months): Develop core software stack utilizing

commercial off-the-shelf cameras and standard microphones. Create minimum

viable speaker-facing dashboard with latency under one second. Focus on

validating basic attention tracking and noise spikes/clapping detection.

Phase 2 (Targeted Field Trials – 6 Months): Deploy 5 MVP units in friendly

corporate environments and 3 smaller industry conferences. Test hardware

ruggedness and collect ground truth data for model refinement. Validate initial

SaaS subscription tiers (BRL 4 transition focus).

Phase 3 (Iterative Refinements): Integrate custom tri-mic acoustic array

prototype. Refine AI models based on high-volume, real-world noise datasets

(e.g., diverse accents, varying room sizes). Optimize data reporting for L&D

metric integration.

Phase 4 (Parallel Business Model Validation): Test hybrid models: Hardware

Lease + SaaS Subscription vs. outright purchase. Define essential technical

support SLAs based on pilot feedback to ensure scalability.
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Strategic Launch & Market
Integration

Sketch out a high-level go-to-market strategy:

Strategic Partnerships: Target major AV equipment rental companies (e.g.,

PSAV) to integrate AcousticSight as a premium analytics add-on service. Seek

integration with Learning Management System (LMS) providers for seamless

data flow into existing L&D infrastructure.

Pilot Programs/Incentives: Offer a 'Deep Dive Analytics Credit' (free advanced

reporting) to the first 50 enterprise clients committing to an annual

subscription. Utilize established professional speakers as 'AcousticSight

Ambassadors.'

Distribution Channels: Initially B2B direct sales targeting corporate L&D and

specialized event planners. Later, expand through established AV rental

networks and dedicated event technology marketplaces.

Macrotrends Framing: AcousticSight leverages the trend towards Data-Driven

Decision Making, metricizing previously qualitative activities to ensure

measurable ROI for corporate investments. It is essential for the future of

Hybrid/Smart Events, ensuring quality and optimization across physical and

digital attendee experiences.
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Next Step

Secure three enterprise pilot clients across different verticals (e.g., Finance,

Tech, Health) willing to commit resources for a six-month field trial, focusing on

validating hardware deployment, data accuracy, and the preferred commercial

subscription model (BRL 4 validation).
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